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New York University Stern School of Business New York, NY 10012 mshakun@stern.nyu.edu From a systems perspective, leadership can be viewed as a complex process leading to a negotiation agreement constituting a common ground for involved participants. This process implies the need of using technologies to support connectedness leading to negotiated outcomes, in addition to centralized and decentralized data and models. As Joseph Nye states in his 2010 book on "The Power to Lead", "leaders as those who help the group create and achieved shared goals,"(p. XI) leadership is an integral part of effective group decision and negotiation (GDN) processes. Recognition of this bridge between the GDN and leadership areas allows us to bring to functioning leadership the technology available to support GDN processes. Also, the concept of connectedness has now become pervasive in social generations that are transforming the way organizations work and serve their customers and stakeholders.
The newly redesigned HICSS-48 minitrack will continue to support research related to the role of NSS in a Web-centric platform and with applications in electronic markets, e-auctions and automated negotiation agents, and in social computing platforms. More particularly, we would like to expand this minitrack to explore research issues related to the concept, design, implementation, use and evaluation of technologies that involve decision-making, negotiation, leadership and social engagement in business. Since 1991, this minitrack has gathered a respectable collection of papers in this young but promising area of research. Collectively, the selected papers in this minitrack continue to offer innovative and thought-provoking research in computer-supported mediation, now embedded in a social context. Semnani-Azad, Sycara, and Lewis conducted an experimental study to examine the effects of gender and moral identity on collaborative behavior among "Face" (Chinese) and "Dignity (Canadian) cultures. The setting of their study was a computer simulation of a village being ravaged by seasonal fires needed rescue operations. Their findings suggest that Chinese subjects were less helpful than their Canadian counterparts.
In his paper, Kersten argues that, contrarily to common beliefs, it is desirable and possible to use negotiation techniques to maximize social welfare in an A+B procurement auction. He notes that even if the auctions is price-driven, the bidder could engage in a side exchange to compensate the buyer, thus leading to a sustainable relationship.
As organizations are exploring the use of big data in shaping their business strategies and decisions, and in the context of this minitrack, negotiation effectiveness, it is important to learned from current success stories. Based on an analysis of more than 100 applications of big data, Tiefenbacher and Olbrich claim that organization should know how to effectively exploit the unique properties of big datavolume, variety and velocity.
